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Introduction
The AKPerog Ltd. is innovative consumer electronics retailing company that currently has thirty brick and mortar stores along with a booming online shop. The company has seen its remarkable growth in sales in the last two years, which is significantly attributed to growth in online demand and the diversification of the products. Nevertheless, the expansion has also revealed some vulnerabilities in the information systems that are currently used in the organisation. The existing mechanisms are disjointed, old fashioned, and highly dependent on manual operations that do not favour efficiency, accuracy and responsiveness. As an example, inventory control continues to be done using spreadsheets and store-level counts and as such, often results in discrepancies between online data and stock at the store. Clients frequently make online orders on items only to discover that they are out of stock leading to customer dissatisfaction, refunds and negative publicity.
Moreover, individual stores have their own inventory and sales records, that are consolidated manually at headquarters, at the end of every month. Not only does this process slow down the reporting process, but also exposes the risk of data entry errors. It is also sluggish in making decisions and is normally made out of incomplete or obsolete information. Another area of concern is the customer relationship management (CRM) system in the company. The data of the customers is spread among various platforms such as the online store database, point-of-sale (POS) systems, and marketing lists, which do not provide AKPerog Ltd. with a single perspective on customer behaviour. In the absence of this integrated view the company finds it hard to personalise marketing activities, customer loyalty and to provide the same service experiences across channels.
Besides the issue of operational inefficiencies there exists grave compliance and security issues. Access control mechanisms in the information systems of the company are weak and not protecting against unauthorised access to customer and business related information. Under the new tougher regulations on data protection like the General Data Protection Regulation (GDPR), the threat of non-compliance is very high and may result in fines or loss of patronage. It is evident that the information systems at AKPerog Ltd. require a massive upgrade. This report aims at assessing the status of these systems, uncovering the main inefficiencies and risks, and prescribing an incorporated, technology-directed answer that is able to improve operational performance, better decision-making, guaranteeing compliance, as well as intensifying customer interaction.
Evaluation of Existing Systems
An analysis of the existing information systems of AKPerog Ltd. indicates that there are various structural and procedural flaws that limit the capacity of the company to perform efficiently. The most problematic is the inventory management system. Each branch of the retail outlet currently logs the stock movements manually and reports on them by email or shared drives on a daily basis. The method does not have real-time visibility and is prone to obsolete inventory data or inaccurate inventory data. As a result, the online store occasionally shows products as in stock in real stores which are out of stock or the opposite. The in-store point-of-sale systems are not linked to the e-commerce platform and central accounting software.
Consequently, the financial system requires the entry of transaction data into the system manually on a daily business day basis. This monotonous activity adds to workload of employees and adds high chances of human error. It is also a concept which implies that financial performance reporting is never real time and as such, the management of such businesses can hardly keep track of the profitability or cash flow in real time. Management of customer data is also disjointed. The current CRM is a barebones legacy system that stores minimal information on customer purchase patterns and contact data, but fails to connect with marketing tools and e-commerce database. This renders the creation of correct customer insights or implementing information-driven marketing campaigns impossible. In the absence of built-in analytics, AKPerog Ltd. will be unable to detect patterns in customer behaviour or promote to certain segments. 
Internal reporting is mainly performed with the help of spreadsheets prepared by the department heads. Such reports come in different forms and levels of accuracy thus leading to differences when management tries to pull them together to formulate strategies. The lack of a single reporting structure implies that key performance indicators (KPIs) are usually obsolete and thus the decisions cannot be made in a timely manner. Technically, the company does not have adequate data security measures. The storage of files is on local servers, which have small backup facilities and lacks any overall disaster recovery strategy. In certain departments, passwords are distributed among employees, which is incorrect according to the best practices in data security and the GDPR. The systems employed by AKPerog Ltd. are not only inefficient, but also putting the organisation at a high risk of operating as well as regulatory risks.
Identification of Inefficiencies and Gaps
This analysis has shown that there are serious inefficiencies and gaps in the system that AKPerog Ltd. needs to address in order to continue its growth and competitiveness.
Lack of Integration
The greatest weakness in the structure is that there is no integration between the core business functions which are inventory, sales, finance and customer management. The different departments engage in silo working and have their own datasets (Saini, 2025). The result of this issue of data silo is the duplication of work, inconsistencies of information, and delays in interdepartmental communication.
Manual Data Handling
A lot of important functions are dependent on manual data entry like balancing stock levels and making sales reconciliation reports. Manual processes are also time consuming and likely to be full of errors. They also do not allow repetitive processes to be automated by modern systems which could have been easily done.
Poor Data Accuracy and Timeliness
Reporting is done manually and therefore the information is usually out of date when it gets to the management (Mukherjee, 2022). This generates a gap between the actual performance and reported performance and lowers the capability of the company to make timely and informed decisions.
Inadequate Customer Relationship Management
The information on customers is fragmented and partial without a unified CRM. The marketing teams are not able to precisely segment the customers and monitor their lifetime value (Carlton, 2017). This leads to campaigning generics and lost cross-selling.
Weak Compliance and Security Measures
The existing data protection system at the company is not adequate. The unprotected access controls, data encryption, and safe storage puts AKPerog Ltd. at risks of both legal and reputational damage in connection to the non-compliance with GDPR.
Limited Scalability
The existing systems are not in a position to support high volumes of data or transactions. Since AKPerog Ltd. will increase its e-commerce business and establish additional stores, the inefficiency of the data processing and systems capacity will only grow, restricting its further expansion. All these inefficiencies lower productivity, increase costs of operation, and leave customers with a poor experience. They also hinder strategic planning as the management team does not have real time information on the business performance.
Recommended Solution
In order to address these challenges, one can suggest that AKPerog Ltd. adopts an integrated Enterprise Resource Planning (ERP) system with a modern Customer Relationship Management (CRM) platform. The two systems are supposed to be integrated in a way that they form a smooth flow of information between all the departments and touchpoints. The ERP system will streamline all the major business processes such as inventory management, purchasing, accounting, sales and human resources. This centralization makes each department operate off the same real time data set (Panorama Consulting Group, 2024). As an illustration, when a customer orders something online the ERP system will automatically record changes in the inventory levels, send restock notices, and update financial records. This automation does not require any manual data transfers and provides data accuracy across the organization. 
The CRM system, in turn, will merge all the customer data into one database, which will be directly integrated with the ERP. This will enable AKPerog Ltd. to monitor customer interactions, purchase history, preference, and feedback under a single location. Targeted campaigns and personalized offers can be designed by marketing teams, and full customer profiles can be accessed by the customer service agents to ensure the issues are resolved effectively. Cloud ERP-CRM is especially suggested, and it provides scalability and remote access in addition to updates which are automatic (The Ledger Labs, 2024). The modern ERP and CRM systems have in-built analytics tools, which allow real-time performance monitoring, predictive insights and data-driven decision-making.
Justification
The suggested ERP-CRM combination is explained by several strategic and operational reasons. To begin with, it handles the most urgent issue of fragmentation of data by establishing a unitary digital environment. This integration guarantees that there is an automatic flow of data between sales, inventory, finance and marketing functions and thus enhances coordination and accuracy. Operationally, automation will significantly decrease the amount of manual data keying in, allowing the employees to work on more valuable activities like customer interaction and process enhancement. Such an efficiency is reflected in a real cost savings and accelerated decision-making. According to Tupsakhare and Bansal (2023), firms that adopted integrated ERP systems in the retail setting witnessed up to a 30% decrease in the workload of the administrative staff. Strategically, the CRM will allow the use of data-driven marketing and enhanced customer retention via personalization and loyalty programs. Having the correct, real-time information on customer behavior AKPerog Ltd. is able to identify the trends in the purchase and react accordingly by offering promotions in a timely manner. 
Regarding compliance and security, ERP and CRM systems offer authorization, audit trail, and encryption measures that enhance the protection of data and compliance with GDPR. This minimizes the chances of punishment and increases customer confidence (Business Information Systems, 2025). Disaster recovery and backup is also provided through cloud-based deployment, minimizing the possibility of data loss. Lastly, one of the justifications is scalability. With AKPerog Ltd. expanding, the integrated system will easily support the addition of new stores, more transactions and new lines without significant reconfiguration.
Implementation Plan
The effective rollout of the ERP-CRM system will have to be conducted in a systematic, step-by step fashion to reduce the level of disruption and make the most of adoption.
Phase 1: Assessment and Requirement Gathering
This step will entail a thorough review of systems and workflow. All departments will be consulted to find functional requirements and performance expectations. The project team shall specify data transfer requirements, areas of integration, and user allocations. 
Phase 2: Vendor Evaluation and Selection
AKPerog Ltd. would need to consider providers of the top ERP and CRM that include SAP Business One, Microsoft Dynamics 365, or Oracle NetSuite. The criteria used to select a vendor must be system compatibility, the cost of operations, user support, scalability and local understanding of the implementation.
Phase 3: System Design and Planning
The system architecture will be developed once a vendor is chosen. This covers database structure, user permissions, workflow settings and integration of the ERP, CRM, and the e-commerce platform. Migration plans and data cleansing will be prepared to make sure that accuracy is maintained in the transition.
Phase 4: Implementation and Integration
The system will be configured, and modules will be deployed in a controlled environment. Integration testing will confirm that data synchronises correctly across departments. Staff will receive training sessions tailored to their roles, and user manuals will be distributed.
Phase 5: Pilot Rollout
It will go through a pilot phase in a small number of selected stores and the online platform. Feedback will also be gathered to correct any problems prior to the rolling out of the system in the company. This step-by-step implementation minimizes risk and makes fine-tuning. 
Phase 6: Monitoring and Continuous Improvement
Monitoring of the system performance will be done after the implementation using key metrics like order processing time, stock accuracy, and customer satisfaction. Future optimisation will be informed by regular updates and feedback by users. The support staff will focus on troubleshooting and software updates.
Risk Management 
The possibilities of risks are errors during data migration, employee resistance to the change, cost overruns, and delays in integration. They can be addressed by initiating stakeholder engagement early, communicating, extensive training, and having a fallback plan in place during the migration period. 
Conclusion
The outdated and fragmented information systems at AKPerog Ltd. are a major challenge to the company. The nature of the lack of integration, excessive use of manual data input, and low data accuracy has slowed down operational effectiveness, customer satisfaction, and compliance. The introduction of an ERP and CRM system is an opportunity to revitalize these problems on a global scale. The suggested solution will centralize information, automate processes and promote real-time visibility of all business processes. This will not merely simplify operations and save money, but enhance strategic decision making and customer interaction. 
In addition, the data protection laws will be adhered to through robust access controls, data encryption, and audit trails. With a step-by-step implementation strategy starting with an analysis of the requirements and ending with the process of constant improvement, AKPerog Ltd. will be capable of switching to a modern digital infrastructure. The outcome will be a leaner, more dynamic and customer-oriented organization that is capable of growth over time in the competitive consumer electronics retail environment. The implementation of an ERP-CRM framework, in the long run, will make AKPerog Ltd. a data-based company capable of using technology to improve its performance, customer relationship, and compliance. Through matching up technology investment to business strategy, the company will not only have solved its existing inefficiencies but it will also gain a competitive edge in a more and more digital retail space.
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